YMCENTERn 
Smart  Econotmcs. 


VMCENTERn 
Smart  Economics. 


DEPARTMENTAL  COMPUTING 


in  focus 


DEC  CLOSES  IN  Through  revitalized  sales  efforts,  a  technology  platform  intended  to  grow  with, 
the  user  and  third-party  software  agreements.  Digital  Equipment  hopes  to  tighten  its  grip  on  IBM 
and  its  other  competitors.  Will  the  company  succeed  in  the  face  of  the  mid-range  p«ish  hy  IBM  and 
networidng  advances  by  cmnpanies  like  Sun?  Our  reporter  talks  to  DEC  insiders  and  users  who  say 
the  firm  has  its  work  cut  out  for  it.  By  Helen  Pike.  Page  12. 


A  USER  S  MARKEjT  Unix’shighi»ofile  lately  U  a  plus  for  users.  Fnst,  interest  m  the  operating 

system  by  major  vendors  assures  users  that  Unix  will  not  fade  firom  the  rommerrial  maAo»riar». 

Second,  because  a  standard  operating  syston  forces  vendtHS  to  be  on  equal  footing  with  each  other, 

compames  will  have  to  add  value  to  their  products  in  order  to  become  distinct.  Customers  rejoice!  By 
StanKolodziei.i»<?g«i7. 


Wbikstation  revival 

By  Helen  Pike.  WoiksUtion  ven¬ 
dors  have  found  it  difficult  to  gather 
nonsdentific  and  nonengioeeiing 
MIS  souls  into  their  fdds.  But  tb^ 
are  out  to  try  and  convert  these  pro- 


that  Mur  the  distinction  be _ 

and  technical  worfcstatkHi.  And  it 
seems  as  if  this  proselytizing  is 
starting  to  work.  Page  23. 


Strength  in  numbers 

By  Susanna  Opper.  Groupware  may 
eventually  revolutionize  the  way  we 
work  and  make  us  more  productive, 
but  the  concept  is  still  in  its  earliest 
stages.  Not  merely  a  form  of  elec¬ 
tronic  mail,  groupware  builds  upon 
the  fundamental  structure  of  big¬ 
ness —  work  is  done  by  people  in 
groups.  This  consultant  anah«s 
the  up-and-coming  field  and  high¬ 
lights  the  innovatioos  and  proAicts 
to  watch.  Atge2Si 


ChaUenging  the  dump 

By  Stan  Kolodziq.  The  minicomput¬ 
er  has  long  stood  as  the  undi^wted 
champ  of  the  mid-tange.  But  it  has 
recently  had  to  fight  off  the  connec¬ 
tivity  strengffi  of  LANs  and  the  low 
cost  p«  MIPS  of  powerful  PCs  to 
maintain  its  title,  ft's  an  uphai  battle 
and  not  one  many  are  sure  the  ma¬ 
chine  can  win.  But  don't  count  it  out 
yei.Page27. 


Illllllllllllll 


Systems  integrators 

MIS  has  Kgun  to  embrace 
its  traditional  nemesis  — 
the  systems  integrator. 
Long  seen  as  a  threat  Utl 
MIS  control,  these  entities 
are  now  being  called  upon 
to  ffee  information  systems 
officers  fi-om  their  more 
mundane  integration  tasks 
so  they  can  concentrate  on 
managi^  the  business  of 
computing.  Features  Edi¬ 
tor  Michael  Tucker  ex¬ 
plores  the  systems  integra¬ 
tion  phenomenon.  Page  19. 

Illllllllllllll 


From  the  Editor 

Including  your  letters  to  us.  Page  4. 


Q&A 

Lotus  exec  discusses  planned 
moves  in  the  company'aproduct 

line. 


Manager’s  Comer 

Jim  Young  on  how  to  gain  a  victory 
at  the  bargaining  table.  £ 

News  &  Analysis 


IBM’s  confidence  gets  a  boost; 
AS/400  update;  the  latest  industry 
wheeling  and  dealing;  1-2-3  Release 
3.0  has  devdopers  worried.  Page  & 


Prodnets 

Tech  Talk  on  an  Open  Systems 
Technology  Center;  KuRwed  scan¬ 
ner;  Product  Checklist.  Page29. 

Bine  Beat 

Brian  Jeffery  on  IBM's  Summit  ar¬ 
chitecture  for  the  1990s.  Page  29. 

Calendar 

Industry  events.  Page  30. 

Hie  Insider 

ministratioa  while  decentralizing 
computing  power.  Page  32 

Logoff 

A  breakdown  of  planned  personal 
computers  at  commercial  DEC  VAX 
ates.  Page  32 
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Keep  it  simirie:  lliere’s  room 
for  less-complicated  solutioiis 


Mi  pleasure  lading  Jim  Young's  article  in  ■  . 

r  July  6. 1988.  issue  titled 'lust  say  No  to  the  /  ^  ^ 

iB«*High.'"n«e.retoofew««cesinour  I  Q  T 

Btryirgiang  for  a  pragmatic  approach  to  dau  III  1  1 

agetnent.  Mr,  Young  puts  a  very  timely  dial-  X 

e  before  the  industry;  "to  tailor  [the  1^1  of  ^ 

it  3.1on0 


^Astbe 

A 


industry  matures,  computer  manu&c- 
us  are  realizing  that  —  like  it  or  not — 
:y  can't  go  it  alone  anymore. 


MIS  can  see  this  most  clearly  from  the 
vHk  marketing  actions  vendors  have  re¬ 
cently  taken. The  number  of  cooperative  marketing  pacts  and 
software  development  alliances  (not  to  mentioa  mergers,  acqui¬ 
sitions  and  takeovers)  is  enough  to  make  your  bead  spin.  MIS 
managers  have  a  front-row  seat  for  watdiing  vendors  acquire  or 
jointly  develop  techncdogies  and  go  after  market  shares  with 
former  enemies.  At  this  point,  it’s  difficult  to  know  when  you  sign 
on  with  one  vendor  what  other  vendors  you  are  also  dealing 


newest  product,  no  matter  how  many  beOs  and  whistles  it  has, 
won't  cut  it  unless  it  fills  a  need.  MIS  and  users  are  regroupiiig, 
assessing  the  technology,  its  costs  and  what  the  combination  of 
the  two  will  ultimately  yield. 

Today,  users  and  MIS  are  demanding  an  integrated  solutioo. 
Vendors,  in  turn,  are  recognizing  they  have  to  offer  an  entire 
package  to  attract  users.  The  surge  in  systems  int^rators 
bears  witness  to  this  &ct.  Because  even  with  the  best  in»iitvin« 
a  single  vendor  can’t  provide  it  aU,  companies  are  being  forced 
to  adopt  standards  and  an  open  systems  enviroomeot.  No  matter 
how  much  the  vendors  might  yearn  for  the  days  of  proprietary 
systems,  those  times  don’t  seem  likely  to  return. 


This  change  may  in  turn  change  the  professkn  of  MIS.  But  is 
this  new  scenario  what  MIS  managers  have  been  asking  for  aO 
these  years,  or  wiD  you,  too,  yearn  for  the  good  old  days  when 

you  be  saying  ’’Set  the  Way  Back  Machine,  Sherman,”  or  "Full 
speed  ahead’?  Let  me  hear  your  views  on  your  evolving  role. 
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Avicto^atthe 
bargaining  table 


David  Gilmour 

Lotus  position:  ExecuMve  leads  company  m  its  search 
for  new  twists,  diversifications  to  its  product  line 
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DEC 
doses  in 

But  dm ’t  count  IBM  out 

BY  HELEN  PIKE 

icture  this:  a  center  circle  representing  the  batch  style  of  main- 
frame  data  processing.  Surrounding  it  is  a  larger  drcle  of  time- 
sharing  minicomputers.  A  third  circle,  larger  still,  stands  for  the 
^■independent  personal  computer.  Encompassing  all  that  computer  tech- 
nology  isthe  largest  circle  yet:  networked  communications. 

Now  step  back  and  imagine  this  picture  in  terms  of  the  MIS  industry’s  second 
most  Mgnificant  player  —  Digital  Equipment  Corp.  The  degree  to  which  the 
company  can  tighten  its  circles  around  IBM  and  other  competitors  is  the  degree 
by  which  to  measure  the  Maynard,  Mass.-based  corporation’s  long-term  suc¬ 
cess.  Unless,  of  course,  the  Big  Blue  elephant  neatly  slips  out  of  the  noose  and 
lumbers  away. 

Revitalizing  its  sales  effort,  offering  hardware  that  will  grow  with  customer 
needs  and  signing  on  third-party  software  developers  for  niched  users  are  the 
three  related  circles  DEC  is  knotting  to  tighten  its  MIS  market  share.  Among 
the  Digital  executives  laying  rope  down  in  the  MIS  jungle,  Pat  Mullen,  DEC’S 
information  systems  marketing  director,  is  one  of  the  more  visible.  From  1980 
to  1985,  he  had  charge  of  corporate  field  information  services,  during  which 
time  he  analyzed  the  MIS  marketplace  and  how  best  to  cut  paths  into  the  IBM 
market.  What  Mullen  came  up  with  are  MIS  point  men  that  help  direct  sales  ef¬ 
forts  that  have  too  long  been  accustomed  to  knocking  on  engineering  doors. 

“Gray  hairs  required,’’  Mullen  jokes,  quoting  dta  imaginary  recruitment  ad. 
“It  was  a  case  of  reverse  age  discrimination.  I  hired  guys  out  of  retirement  who 
were  in  their  60s.’’ 

Beginning  in  1985,  DEC  started  hiring  retired  information  systems  directors 
and  did  so  on  a  region  by  region  basis  for  a  better  spread  around  U.S.  markets. 
Some  of  these  hires  are  retired  IBM  MIS  professionals  who  are  helping  DEC 
salesmen  make,  and  field  service  representativies  retain,  the  MIS  sale.  Some  (ff 
the  graybeards  came  from  Bankamerica  Corp.,  Mead  Data  Central, 
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chose  to  advertise  inCb^utervvorld 
because  vve  lecxDgnize  it  as  the  industtyl^^ 
...But  best  ofallaie  the  results.” 


prietnyiyttoniodBMudthe  It  win  be  interetting  to  keq)  an 
othen,  then  why  would  they  eyeanOSFandatfaermaiketde- 
make  auch  a  hm,  and  what  ebe  velo|»ients,becaiiaetlieywilIno 
could(etthelikeao((DEC|iteai-  doubt  have  a  gnat  inauence  on 
dent]  Ken  Olaen  and  (IBM  chair-  the  ibrm  Unix  takea  and  the  way 


V 

A  user’s  market 

VAR  channels,  standards 
support  enrich  Unix 


•  BY  STAN  KOLODZIEJ 


Unix  is  resurgent,  and  its  new  vigor  is  due  as  much  to  a 
shift  in  marketing  channels  and  its  public  persona  as  it  is 
to  user  demand  or  technical  innovation.  a 

The  system  is  being  talked  about,  being  analyzed,  being  pur-  ifi 
sued  by  vendors  and  value-added  resellers  like  never  before. 
That’s  g(M  news  for  users,  because  the  more  that  people  chase 


HowTbGo 
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sweat  out  the  proUenuoiiyf-  tain  that  the  integntor  does  executive  affioer&it."  manageiMntdoeatofarhim. 

tema  development  — someofie  not  control  the  cuatomer  lather  KOSmap&iditaelfwithaao-  OneOPorofearionalata 

with  the  reaooreea  and  the  fo-  than  the  ocher  way  around?  lutian  and  a  vendor  hnpoaed  iarneinveatnientbank.tAo 

cuatodoao.Italaonialiesaenae  Itcanbeadelicattpnceaa,  froaahove.  wiahea  to  remain  anmivniaus. 

for  NOS  to  allow  the  petaoodi-  ISC  prograffl  manager  Karen 

r^reapooaibletotakethe  Kogelnocea.  particularly  be-  PmnwpHw  wcHoii  “Khadtoniakeanwicraya- 

brunt  of^  blame  should  the  cause  “the  initial  contact  (be-  MIScandealwithauchaaitua-  temainveatiastLtferoddto 

mtegratedsyatemanotmeetex-  tweenaayatemaintegcatorand  tioo  with  a  preemptive  atrike.  handled  it,  but  the  problem  wa 

^  ^  a  corporate  cuatomer]  ia  usually  The^ofEcer  can  determine  that  the  netwok  we  wanted  n 

Buthowtohacneaathe  not  at  the  MIS  level  Many  o<  when  and  where  a  syatemsinte-  guited  that  Unix  machinea  link 

beast?  How  can  MIS  make  cer-  the  vendora  approach  the  chief  gratqr  is  needed  before  top  to  IBM  machines  and  that  tbm 


room  or  across  the  countty.  With  UfE,  workgroups  can 

Orvidiatth^fwotkoa  really  wc8:ktogedicr.\Wiout 

SupermiaD,  Mini,  Mainftame  being  together  WiA  amriica- 

irrc.  From  Motorola,  DEC,  tkms  that  w^hke  they  do 


Dynamiodly.  Interactively 
Cooperatively 
Such  as  A  high- 

perfonnance,  fotrnsKjriented 
procedure  automation  tool 


ekctronic  mail  package  that 
handles  most  w^kgr^ 
routing  and  reporting 

aiirnmatiraHy 

UE  is  SO  flexible,  it  even 
has  a  conversion  program  that 
re-formats  its  data  kx  many 


dev^  its  own  ap^i^mns 
without  pro^amming  exper¬ 
ience.  Aiw  without 
making  demands  on  r— 

corporate  MIS.  |  uen 


thatiseasyas  I— 

l-2-3TButpow- 
erfolenoughto 
work  in  multiple 
datab^  near  and  far 

A  data-entry 
module  as  capable  as  a  dedi¬ 
cated  transaction-ptocessing 
system 

l.lff-l  itvs  An  intelligent 


Aivd  with  a  Motorola  super¬ 
micro  as  UfEls  foundation, 
thereS  no  poblem  with  oom- 
patiMity  wherever  you  go. 

It  works  with  main- 
— 1  6ames,tnini- 

ir-  ■  '  ■  I  computers, 

.jj  uEdjnss  I  terminals, 

I  LANS.PCS. 

E-iiM,  I  and^pherals. 

see\^^t 


UE  holds  for 
your  workgroup  by  calling 
800-556-1234, Ext  165. 

In  CalifOTiia,  800-441-2345, 
Ext  165. 

Thads  no  telling  how 
far  you  might  go. 


MOraRGLA 

Computer  Systems 

10700  North  De  Anza  Boulevard,  Cupertino,  CA  95014 


‘nwie  are  several  ways 
ofjndgmgtlieqiiality 
ofaniBt^torWIut 
istbevendw’s 
technical  expertise? 

I  What  is  the  vendor’s 
financial  stability? 

How  weU  does  the 
vendor  know  you- 
particniar  business? 
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Hallelujahfi 


The  technical  workstation' revival 


“O- 


'  epeat  after  me!  This  is  not  a  PC!  This  is  a  workstation!” 

“Rev.  Billy  Bob”  Folsom’s  voice  raised  in  crescendo.  His  arms 
^stretched  outward  and  upward,  gesturing  ei^phatically  to  150  or  so 
somber-suited  professionals  in  the  Harborview  Ballroom  at  the  World  IVade  Cen¬ 
ter  in  Boston.  “The  corporate  workstation  is  going  to  change  the  way  you  work 
and  the  way  you  measure  woik!” 
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Strength 
'  in  numbers 

Groupware  may  revohUionize 
the  way  we  work 


BY  SUSANNA  OFFER 


roupware  is  the  inevitable  offshoot  of  local-area  net- 
woite  and  a  burgeoning  network  <rf  dectronic  mail-based 
transport  systems.  It  is  nurtured  by  increased  desktop 
power.  And  it  thrives  in  the  fertile  soil  of  an  everyday  business  reality 
—  work  is  done  by  people  in  groups.  But,  like  a  small  sprout,  it  is  not 
yet  obvious  how  groupware  will  grow  or  how  much  firuit  it  will  bear. 
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MID-Tia  ANALYSIS 


Challenging 
the  mid-range 
champ 


BY  STAN  KOLODZIEJ 

JUI™..™! 

disputed  champs  of  the  mid- 
range,  no  longer  enjoy  an  un¬ 
challenged  position  as  the  focal  point  of 
departmental  data  communications.  The  rise  of 
local-area  networks,  dedicated  microprocessor- 


Mints  light  off  LANs, 
tile  servers 

*  and  powerful  PCs 


:  bypuKd  in  the  near  future. 


Centera,  Inc.,  I  puifioa  ptoceaa-  l 
ing  firm  in  Monistowii.  NJ.,  the  Si 

LANe  offer  little  over  the  firm’s  ever,  iteaple  are  nMthariag  data  IBM  n 
IBMS)rstem/36niiniixai|mten.  from  one  PC  to  another.  So  in  ef-  run  IBKi  vertical  soitware,  ana 
‘The  LAN  ia  leallir  a  poor  {ect,aLANbjustaneiaataoper-  thaPiwhereminiaarestmng." 

- uperating  system,"  Far-  atingsyatem."  These  comments  only  give  a 

e.  "LANs  duplicale  the  Luia  Zoldi,  a  partner  in  the  rough  idea  of  bow  user  views  are 
'  ■  “■  "  ig  firm  of  divided  on  the  amount  of  empha- 

tionMan-  sis  to  place  on  FC-haaed  LANs 
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Strange  bedfellows 

Planned  PCs  at  commercial  DEC  VAX  sites 


OF 

INTEREST 

More  and  more,  MIS  is  being  asked  to 
make  money,  to  help  find  ways  to 
improve  time  to  market  and  product 
differentiation,  to  not  be  just  an  accounting 


next  issue 

As  summer  winds  down,  it's  time  to  get  back  to  work  and  tackle 
communkatioas  problems  that  can  hamper  systems  success. 
V  Septemher's  Computerworld  Focus  will  highlight  commu- 
^  mcatkns  sohitjons  so  you  can  discern  the  Mp^  bom  the 
hype.  We’ll  diow  how  MIS  can  b^  achieve  systems  integratkn  in  a 
multivendor  environment.  Our  report  on  the  role  industry  standards 
committees  play  will  examine  who  really  benefits  hrom  their  efforts — 
users  or  vendors.  In  addition,  network  management  and  controlling 
backdoor  LANs  will  be  covered.  Don't  miss  our  Special  Section  on 
TCP/IP.  Is  it  a  migration  path  to  OSI  or  only  a  short-term  solution? 


U  T  I  N  G  C 


A  blast  from 
the  past 

MichadD.  MUMkin 
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‘lenkins  was  di6incline<i  it) 
skare  kis  copy  of  Compoier/iwrld 
Vrtil^  his  colkayje^. 


And  we  don’t  blame  him.  With  news  and 
information  so  vital  to  his  work,  he  wants  to 
hang  on  to  his  copy. 

That’s  why  you  need  your  own  subscription 
to  COMPUTERWORLD. 

Find  out  what  ypu  need  to  know. 

When  you  need  to  know  it. 

You’ll  see  what  products  breakthrough.  And 
what  products  break  down.  You’ll  get  the  news 
and  views  of  the  industry.  And  the  ads  and  ■ 
advice  of  its  leaders. 

In  fact,  with  COMPUTERWORLD  on  top  of 
your  desk,  you’ll  be  on  top  of  your  job. 

And  there’s  more. . . 

In  addition  to  your  51  issues  of  COMPUTER- 
WORLD,  you’ll  get  —  absolutely  FREE. . . 


12  issues  of  COMPUTERWORLD  FOCUS  — 
an  in-depth  exploration  of  a  single  critical  topic 
each  month:  communications,  data  security, 
PCs,  connectivity. . . 

Our  special  Spotlight  section.  Head-to-head 
product  comparisons  with  an  at-a-glance  rat¬ 
ings  chart.  Security  products,  LANs,  graphics 
workstations  . . .  a-different  product  in  each 
issue. 

Call  today.  Or  use  the  return  envelope  bound 
into  this  issue  . . .  because  not  having  your 
own  COMPUTERWORLD  can  be  dangerous  to 
your  career. 

1-800-255-6286 

(in  Ni  call  l.SOO-322.628«) 
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There  IS  a  better  way 

TO  MANAGE  CICS;  CICS  MANAGER. 


CICS  MANAGER  Version  2  is  the  better 
way,  the  new  approach  to  CICS  management. 
An  approach  that  helps  you  avoid  CICS  crises 
and  meet  growing  service  level  demands 
24-hours  a  day,  7-days  a  week. 

The  push  to  100%  availability. 

CICS  MANAGER  gives  you  the  tools  you  need 
to  achieve  optimum  availability  and  response 
time.  Users  have  found  that  CICS  MANAGER 
lets  them  maximize  CICS  performance, 
achieving  greater  than  99%  availability  with 
sub-second  response  time.  CICS  MANAGER 
operates  outside  of  CICS,  so  it  is  not  affected 
by  CICS  performance  problems.  And  your  time 
is  spent  managing  CICS  -  rather  than  reacting 
to  crises. 

More  than  a  monitor.  It’s  a  manager. 

CICS  MANAGER  lets  you  actively  manage 
CICS  performance: 

•  Warning  screens  alert  you  to  impending 
problems. 

•  Informational  data  helps  you  find  the  cause. 

•  Extensive  Action  services  let  you  execute 
effective  solutions. 


You  can  tune  multiple,  even  remote,  CICS 
regions  from  a  single  terminal.  Switching  across 
regions,  machines  and  data  centers  is  as  simple 
as  changing  the  name  of  the  CICS  region  on 
your  screen.  Even  novice  users  can  identify  and 
solve  problems  within  a  single  session. 

CICS  MANAGER  puts  you  in  control. 
With  detailed  on-line  monitoring.  Instant  replay 
of  recent  data  for  system  tuning.  A  unique 
Performance  Reporting  Language  that  lets  you 
design  historical  reports  for  efficient  planning. 
And  CICS  MANAGER  works  in  concert  with 
other  Boole  &  Babbage  performance  tools,  so 
you  can  get  the  most  from  your  entire  system. 
See  how  it  can  work  for  you. 

For  a  free  demonstration  of  CICS  MANAGER,  . 
call  Chris  Walker  today.  In  California:  800- 
624-5566.  Outside  California:  800-822-6653. 


